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                        Lead Generation Check List
	#
	Name
	Used Now?
Y or N
	If Used, # Sales
	Next Action

	THE PROBLEM IS NOT THE PROBLEM
	
	
	

	1
	Lack of  sales is not the problem
	
	
	

	2
	Lack of leads is the problem
	
	
	

	3
	Few sales people are fully booked.
	
	
	

	4
	You can only improve closing rates 20-40%
	
	
	

	GETTING MORE SALES
	
	
	

	5
	Strategy One: Pay What They Are Worth 
	
	
	

	6
	Strategy Two: More Leads
	
	
	

	THE RIVER BASIN
	
	
	

	7
	Start with 150 channels
	
	
	

	8
	Select ten
	
	
	

	9
	Each channel named
	
	
	

	10
	Split Messages and Offers
	
	
	

	11
	Performance records kept
	
	
	

	12
	Channel champion assigned
	
	
	

	13
	Champion manages each channel
	
	
	

	14
	Owner manages the river basin
	
	
	

	RECESSION EXTRAS
	
	
	

	15
	Recession = Fear, Uncertainty
	
	
	

	16
	Therefore: 

· Shorter Commitments

· More Tangible Service

· Sell programs not memberships!

· Lower Pricing?

· Longer sales cycle
	
	
	

	GREAT LOCATION
	
	
	

	17
	Intersection 
	
	
	

	18
	Two, multilane highways
	
	
	

	19
	Make your building an ad
	
	
	

	20
	Glass windows
	
	
	

	GET A GREAT SIGN
	
	
	

	21
	Large
	
	
	

	22
	Easy to read in a glance
	
	
	

	23
	Change Offers Frequently
	
	
	

	PORTABLE SIGNS
	
	
	

	POS REFERRALS
	
	
	

	24
	Good average is 2.5
	
	
	

	25
	Outstanding is 9
	
	
	

	26
	Role play asking
	
	
	

	GROUP FITNESS REFERRALS
	
	
	

	27
	Sales people in every Group Fitness Class as participants.
	
	
	

	28
	Offer Free TRY A CLASS passes.
	
	
	

	29
	Example:
	
	
	

	
	· 55% all sales from GF referrals
	
	
	

	
	· 50% members in GF
	
	
	

	MEMBER REFERRALS
	
	
	

	30
	4x a year
	
	
	

	31
	Raffle a BIG SCREEN, PRIUS, HUGE BARBEQUE, $1,000 BIKE or KAYAK
	
	
	

	32
	Give us the names of three prospects
	
	
	

	33
	Every three gets you another raffle
	
	
	

	34
	You don’t need to be here.
	
	
	

	PHYSICIAN REFERRALS
	
	
	

	35
	Inform your doctor that you have joined?
	
	
	

	36
	Keep your doctor posted on your progress.
	
	
	

	37
	We visit your doctor with information.
	
	
	

	38
	Prescription pad for exercise.
	
	
	

	STAFF’S DOCTORS
	
	
	

	39
	Packet for your staff to give to their doctor, dentist, chiropractor, x-ray technician, etc.
	
	
	

	40
	Small
	
	
	

	41
	Elegant-something you’d be proud to give to your doctor.
	
	
	

	42
	A great health care offer: We are both committed to helping our community be healthy and well so visit our club and …..
	
	
	

	PT REFERRALS
	
	
	

	43
	4x a year
	
	
	

	44
	Elegant Envelope and Invitation
	
	
	

	45
	For all PT Clients.
	
	
	

	46
	Three PT sessions for a friend
	
	
	

	MEMBER BIRTHDAYS
	
	
	

	47
	Free PT session
	
	
	

	48
	Gift for you when you work out on your birthday.
	
	
	

	FORMER MEMBERS
	
	
	

	49
	Amnesty 4x a year, no joining fee
	
	
	

	
	· 2,000 members at 50% attrition 
	
	
	

	
	· 1,000 former members a year
	
	
	

	
	· In business 10 years
	
	
	

	
	· 10,000 former members
	
	
	

	
	· Each sales person contacts 30 in am
	
	
	

	
	· 30 in pm
	
	
	

	EMERGENCY NUMBERS
	
	
	

	50
	Emergency contacts collected at POS
	
	
	

	51
	E mails/ phone numbers
	
	
	

	52
	Contact contact to confirm 
	
	
	

	53
	Invite to visit
	
	
	

	BE BACKS
	
	
	

	54
	Always collect mail address, phone and email on visit
	
	
	

	55
	An accurate follow up system 
	
	
	

	56
	Worked on the day they miss
	
	
	

	57
	Have an alternative offer
	
	
	

	EXITING MEMBERS
	
	
	

	58
	Stop the Block
	
	
	

	59
	Thank them!!!
	
	
	

	60
	Assume: Their goal now has not changed from when they joined AND the club failed!
	
	
	

	61
	Ask Why? Why? Why?
	
	
	

	62
	Learn to probe for real reason
	
	
	

	63
	Have 5-6 alternative offers ready
	
	
	

	
	· 3 free PT sessions 
	
	
	

	
	· 3 free months
	
	
	

	
	· Sell their membership at a discount to a friend
	
	
	

	
	· At home membership: $9/mo, 1 pass/mo, etc
	
	
	

	
	· Give them a $250 check to discount their membership
	
	
	

	AMBASSADORS
	
	
	

	64
	10-50 Heavy users
	
	
	

	65
	Special, logoed, high end jacket
	
	
	

	66
	Special social events
	
	
	

	67
	Special openings where they evaluate new programs and equipment.
	
	
	

	68
	Special introductions to new equipment and programs.
	
	
	

	69
	Ambassador sales materials
	
	
	

	LEAD BOXES
	
	
	

	70
	Every sales person builds relationships with potential lead box sites.
	
	
	

	71
	Dry cleaner gets passes and/or free-discounted memberships for employees.
	
	
	

	72
	Dry cleaner has lead boxes.  
	
	
	

	73
	Dry cleaner sign, We recommend Atlas Health Club.
	
	
	

	74
	100/sales person
	
	
	

	STRATEGIC LOCATIONS
	
	
	

	75
	Where do those likely to be good members already congregate?
	
	
	

	
	· Supplement retailers 
	
	
	

	
	· Medical complexes
	
	
	

	
	· Sports equipment stores
	
	
	

	
	· Beauty salons
	
	
	

	76
	Where do people wait in line?
	
	
	

	
	· ATMs, juice bars, sandwich bars
	
	
	

	LEAD BOX QUEEN
	
	
	

	77
	College student
	
	
	

	78
	Part time, self scheduled
	
	
	

	79
	Engaging personality
	
	
	

	80
	200 lead boxes personally managed
	
	
	

	81
	Collect weekly
	
	
	

	82
	Build relationships each visit.
	
	
	

	TEAR OFFS
	
	
	

	83
	Same approach as lead boxes
	
	
	

	84
	Get a really nice poster
	
	
	

	85
	Three tear offs per poster
	
	
	

	
	· Week free or $10 for 10 days 
	
	
	

	
	· Info online on starting to exercise
	
	
	

	
	· Info online for getting off diabetes II meds
	
	
	

	DIRECT MAIL ON BIRTHDAYS
	
	
	

	86
	Purchase birthday lists.
	
	
	

	87
	Mail birthday gift---10 days free!
	
	
	

	88
	For you and a friend
	
	
	

	DOOR HANGER OFFERS
	
	
	

	89
	Do in neighborhoods to create some buzz
	
	
	

	90
	5 days for $5
	
	
	

	91
	Come as a pair and it 10 days for $5
	
	
	

	WIND SCREEN OFFERS
	
	
	

	TRIGGER EVENTS
	
	
	

	92
	Weddings
	
	
	

	93
	Engagements
	
	
	

	94
	Promotions
	
	
	

	95
	Graduations
	
	
	

	96
	Births-grandparents
	
	
	

	FOR EACH TRIGGER EVENT
	
	
	

	97
	Have a program: Buff Brides
	
	
	

	98
	Sell to all in the wedding party
	
	
	

	99
	Have them workout as a group
	
	
	

	100
	Measure
	
	
	

	101
	Photos
	
	
	

	102
	Online kudos
	
	
	

	LOCAL PUBLICATIONS
	
	
	

	103
	Every local publication assigned to a champion
	
	
	

	104
	Scan every local publication
	
	
	

	105
	Identify their needs, events, etc.
	
	
	

	106
	Actions
	
	
	

	
	· Speaker on health, wellness 
	
	
	

	
	· Meeting venue for group
	
	
	

	
	· Joint promotion
	
	
	

	
	· Individual offer
	
	
	

	WEBSITE
	
	
	

	107
	Free pass 
	
	
	

	108
	One month trial membership?
	
	
	

	109
	Participate in weight loss experiment?
	
	
	

	110
	Special information on arthritis by e mail
	
	
	

	111
	You could have dozens
	
	
	

	112
	Each focused vs. cluttered
	
	
	

	113
	Info for those contemplating joining
	
	
	

	114
	Action for those ready to join:
	
	
	

	
	· In the UK 32% who joined online never visited
	
	
	

	
	· 42% said on line joining was more convenient
	
	
	

	
	· 11% were former members
	
	
	

	
	· Full joining on line
	
	
	

	
	· See www.ValleyLeisure.co.uk  for examples
	
	
	

	CURRENT EVENTS
	
	
	

	115
	Gas card – join now!
	
	
	

	116
	Discount w/tax rebate
	
	
	

	GAMBLING
	
	
	

	117
	No payments until Patriots loose 
	
	
	

	118
	No payments until temperature hits 100 
	
	
	

	119
	Role the dice for your down payment
	
	
	

	120
	Use enough dice so that all sixes = current dp 
	
	
	

	YOUR ANNIVERSARY
	
	
	

	121
	Your club’s founding/opening
	
	
	

	
	
Band
	
	
	

	
	
Free food
	
	
	

	
	
Health fair
	
	
	

	122
	Celebrate Every Year
	
	
	

	123
	Special Sale Price
	
	
	

	124
	Your club’s founding/opening
	
	
	

	OTHER’S ANNIVERSARIES
	
	
	

	125
	Founding of Town
	
	
	

	126
	Opening of businesses
	
	
	

	127
	Historical events
	
	
	

	HOLIDAYS
	
	
	

	128
	Valentine’s Day: Who do you love?
	
	
	

	129
	Thanksgiving: Pre Christmas recovery
	
	
	

	130
	Mother’s Day: Keep Mom Healthy
	
	
	

	131
	Father’s Day
	
	
	

	132
	July 4th 
	
	
	

	133
	Christmas: Wonderful Presents
	
	
	

	MEDICAL
	
	
	

	
	Diabetes
	
	
	

	
	Arthritis
	
	
	

	
	Cancer
	
	
	

	
	Back pain
	
	
	

	
	Low energy
	
	
	

	
	High blood pressure
	
	
	

	
	Overweight
	
	
	

	
	Trips and Falls
	
	
	

	
	Poor posture
	
	
	

	
	Lack of flexibility
	
	
	

	
	Joint injuries
	
	
	

	
	Joint pain
	
	
	

	
	Insomnia
	
	
	

	
	Low energy
	
	
	

	
	Loss of strength
	
	
	

	
	Hip fracture
	
	
	

	MEDICAL NICHES
	
	
	

	134
	These are what prospects have already
	
	
	

	135
	Each niche has special programs, knowledge, experience.
	
	
	

	136
	Each niche has its own referral sources
	
	
	

	137
	Each has national organizations to collaborate with.
	
	
	

	FOR EACH MEDICAL NICHE
	
	
	

	138
	Knowledge
	
	
	

	139
	Medical community relationships
	
	
	

	140
	Special Programs
	
	
	

	141
	Staff champion
	
	
	

	142
	Flyer 
	
	
	

	143
	Speakers
	
	
	

	144
	Member advocates 
	
	
	

	STRATEGIC PARTNERSHIPS
	
	
	

	145
	Two organizations-one is your club with
	
	
	

	146
	Overlapping customers
	
	
	

	147
	Little or no money involved
	
	
	

	148
	Joint promotion
	
	
	

	149
	Win-Win results
	
	
	

	150
	Sports Authority, Subway, Applebee’s 
	
	
	

	151
	Two organizations-one is your club with
	
	
	

	MALL EXAMPLE
	
	
	

	BAR EXAMPLE
	
	
	

	REALTOR® EXAMPLE
	
	
	

	152
	Welcome to the area packs
	
	
	

	153
	Think this through
	
	
	

	154
	Design it well
	
	
	

	155
	Consider induction packs for new staff to companies.  This opens the corporate door. 
	
	
	

	RESTAURANT/CLUB LINK
	
	
	

	156
	High end club and 12 high end restaurants
	
	
	

	157
	Club features one restaurant a month in its lobby
	
	
	

	158
	Anyone who refers a member that month gets a $75 gift certificate for the features restaurant
	
	
	

	159
	It gives us 60 % of our yearly memberships.
	
	
	

	160
	Santa Barbara AC 
	
	
	

	TALENT SCOUTS OPEN CALL
	
	
	

	STRATEGIC PARTNERS
	
	
	

	161
	Medical Community
	
	
	

	162
	Drug companies
	
	
	

	163
	Golf club
	
	
	

	164
	Medical insurance
	
	
	

	165
	Hair salon
	
	
	

	166
	Dry cleaners
	
	
	

	167
	School system: Adopt a school, 1,000 increase
	
	
	

	168
	Professional sports team: Free Jumbotron 
	
	
	

	169
	Real estate developers
	
	
	

	BUSINESS BANK AND CLUB
	
	
	

	170
	Weight loss contest
	
	
	

	171
	Bank’s business customers can nominate  3 of their employees
	
	
	

	172
	Co. or person pays for 3 months at club
	
	
	

	173
	Includes  PT sessions
	
	
	

	174
	4 days a week in club
	
	
	

	175
	Monday weigh in
	
	
	

	176
	Media PR
	
	
	

	HOTELS
	
	
	

	177
	Flat fee for un limited passes for guests
	
	
	

	178
	Pass includes local:
	
	
	

	
	
Restaurant promotion
	
	
	

	
	
Shopping promotion
	
	
	

	
	
Guest passes for those you are 
visiting
	
	
	

	179
	Hotel guest becomes your agent so their buddies choose that hotel!
	
	
	

	COMMUNITY FOCUS
	
	
	

	180
	Sponsor events: middle school run
	
	
	

	181
	Support local charities so you are central
	
	
	

	182
	Adult education center on wellness issues
	
	
	

	183
	Meeting site for community clubs esp. Realtors®, medical, Rotary and travel
	
	
	

	SCHOOL EXAMPLE
	
	
	

	184
	PE program for local middle school
	
	
	

	COMMUNITY WIDE ACTION
	
	
	

	185
	10,000,000,000 steps a day in our community
	
	
	

	186
	1,000,000 pushups in 4 hours
	
	
	

	187
	Half time group fitness demo at school sporting event
	
	
	

	COMMUNITY ORGANIZATIONS
	
	
	

	188
	Rotary, Chamber, PTA, garden, political, travel, investment, alumni, church club, soccer coaches, historic, music, soccer leagues, charitable……………………….
	
	
	

	189
	Speaker on fitness-wellness
	
	
	

	190
	Build relationships with each
	
	
	

	191
	Champion for each
	
	
	

	CHAMBER BEST LEAD GENERATION
	
	
	

	STRATEGIC STARS
	
	
	

	192
	The Local Stars have an audience
	
	
	

	
	
Ministers, Priests, Rabbis
	
	
	

	
	
Media personalities
	
	
	

	
	
Politicians
	
	
	

	
	
Sports figures
	
	
	

	
	
Sports teams
	
	
	

	
	
Entertainers
	
	
	

	
	
Physicians
	
	
	

	
	
Chamber
	
	
	

	
	
Realtors®
	
	
	

	
	
Teachers
	
	
	

	OUTREACH FITNESS TESTING
	
	
	

	192
	Schools
	
	
	

	193
	Clubs
	
	
	

	194
	Meetings
	
	
	

	195
	Mall
	
	
	

	196
	Sports store
	
	
	

	197
	Community Center
	
	
	

	COUPON BOOKS
	
	
	

	198
	3-12 or more services/products
	
	
	

	199
	Related: Club, Sporting Goods, Travel
	
	
	

	200
	Discounts
	
	
	

	201
	Sold for a good cause (school sports)
	
	
	

	202
	Sellers: Partners and students
	
	
	

	203
	All partners finance but one
	
	
	

	ADVISORY BOARDS
	
	
	

	204
	Medical
	
	
	

	205
	Elementary School
	
	
	

	206
	Middle School
	
	
	

	207
	High School
	
	
	

	208
	Adventure Travel
	
	
	

	209
	Religious
	
	
	

	STRATEGIC NICHES
	
	
	

	210
	For Example:
	
	
	

	
	
Sports specific training-golf
	
	
	

	
	
Arthritis-massage, baths, 
exercise
	
	
	

	
	
Laid off 
	
	
	

	
	
Cancer-Santa Barbara Athletic 
Club
	
	
	

	
	
Frequent users
	
	
	

	
	
Menopause/ OB-Gyms
	
	
	

	211
	Special section of the club
	
	
	

	212
	Special staff and focus
	
	
	

	213
	Special incentives
	
	
	

	214
	Special selling
	
	
	

	MEDIA IF YOU MUST
	
	
	

	215
	Newspapers
	
	
	

	
	
Church
	
	
	

	
	
Porsche owners: You tuned up your 
car, how about your body? 12 ads, 
$500
	
	
	

	
	
Special deals: 70% off to fill a blank
	
	
	

	
	
Have 3 sizes ready
	
	
	

	
	
Be ready to respond
	
	
	

	RADIO
	
	
	

	216
	Drive Times have got riders ears
	
	
	

	217
	Be persistent
	
	
	

	218
	Education focus
	
	
	

	219
	Trades
	
	
	

	220
	NPR for many business folks
	
	
	

	TV
	
	
	

	221
	Make NEWS and get free coverage 
	
	
	

	222
	Break a Guinness Record in your club
	
	
	

	
	
Longest time riding a bike: 111 hrs. 
11 min.
	
	
	

	
	
Ride with the record breaker for a 
penny a second for charity.
	
	
	

	223
	
Choose a charity TV owner supports\
	
	
	

	224
	Spin for Hope against other clubs in town
	
	
	

	SALES TERRITORIES
	
	
	

	225
	By street
	
	
	

	226
	By development
	
	
	

	227
	By condo
	
	
	

	228
	By office building
	
	
	

	229
	By neighborhood
	
	
	

	WEIRD SALES
	
	
	

	THE WHEEL
	
	
	

	FIVE WEEK PROGRAMS
	
	
	

	A CORPORATE PROGRAM
	
	
	

	CORPORATE APPLES
	
	
	

	230
	Corp proposal 4 color, professional.
	
	
	

	231
	Using all the hot HR language
	
	
	

	
	
Absenteeism
	
	
	

	
	
Presenteeism 
	
	
	

	
	
Workers Comp Costs
	
	
	

	
	
Productivity
	
	
	

	232
	Deliver a big box of apples with a proposal on top.  So far $35,000 in Corp sales
	
	
	

	CORPORATE STRESS MANAGEMENT
	
	
	

	233
	Masseurs to corp.
	
	
	

	234
	On site classes in yoga
	
	
	

	235
	Health-wellness fairs on site
	
	
	

	236
	Membership
	
	
	

	CHRISTMAS IN JULY
	
	
	

	237
	Join now get December FREE 
	
	
	

	238
	You’ll have more money for presents
	
	
	

	239
	Quadrupled sales
	
	
	

	CONSISTENCY
	
	
	

	MEMBER APPRECIATION
	
	
	

	FUND RAISERS
	
	
	

	GRAND RE-OPENINGS
	
	
	

	NO ENROLLMENT
	
	
	

	240
	First day of every quarter
	
	
	

	241
	No Enrollment fee
	
	
	

	242
	No flexibility only 4 days a year
	
	
	

	243
	Post it ads on New Year’s-Our biggest day every year.
	
	
	

	STAFF SALE
	
	
	

	244
	Every employee sells memberships.
	
	
	

	245
	One week sale.
	
	
	

	246
	50% off for friends and family
	
	
	

	247
	After 6 mos. Full membership is charged
	
	
	

	248
	Goals set for each dept. 
	
	
	

	249
	Winners in each dept.
	
	
	

	250
	Sold 300 in one month
	
	
	

	COMPETITOR BUY OUT
	
	
	

	251
	Direct Mail or Post its in their parking lot.
	
	
	

	252
	We buy membership cards-$100
	
	
	

	253
	If you join us
	
	
	

	254
	End of the month every other month
	
	
	

	ELEGANT SCHOOL FUND RAISER
	
	
	

	255
	Community Outreach: Strategic Philanthropy
	
	
	

	256
	21 Days for $21: Give to middle schools in fall  to sell to raise money for school.
	
	
	

	257
	School collects the $21
	
	
	

	258
	Every one who shows up is $10 more for  school
	
	
	

	259
	Middle school with most shows gets $1,000
	
	
	

	260
	Top 100 sellers gets a family evening of fun at the club
	
	
	

	261
	Get local business to sponsor the fund raising event and cover $5/pass printed.
	
	
	

	262
	Build support with school super/PTA
	
	
	

	263
	Do a health month at schools where every staff is in a class teaching 

	
	
	

	WEIRD $129 DOLLAR BILL
	
	
	

	264
	With a standard $129 enrollment fee
	
	
	

	265
	Mailing to all ex members
	
	
	

	266
	With a $129 bill. 
	
	
	

	267
	Covers  enrollment, 
	
	
	

	268
	1 day sale no enrollment fee
	
	
	

	269
	Sold 67 in 5 hours
	
	
	

	270
	33 brought in the $129 bill
	
	
	

	YOU TUBE
	
	
	

	HAIR DRESSER
	
	
	

	THE RIVER BASIN
	
	
	

	271
	Start with 100 channels
	
	
	

	272
	Select ten
	
	
	

	273
	Each channel named
	
	
	

	274
	Split Messages and Offers
	
	
	

	275
	Performance records kept
	
	
	

	276
	Channel champion assigned
	
	
	

	277
	Champion manages each channel 
	
	
	

	278
	Owner manages the river basin
	
	
	

	LEAD GENERATION PLAN
	
	
	

	RECORD SUCCESS
	
	
	

	WHAT DOES THE RATIO TELL YOU?
	
	
	

	YOU MUST
	
	
	

	279
	Regular tuning into your market
	
	
	

	
	
Market research!!!!!!!!!
	
	
	

	280
	Read a Marketing book a quarter
	
	
	

	
	
Apply what it says (try-Irresistible 
Offers)
	
	
	

	281282
	Innovate
	
	
	

	
	
Doing this with peers is more 
powerful
	
	
	

	283
	Experiment
	
	
	

	
	
Pilot test first
	
	
	

	
	
Always try several ways at the same 
time
	
	
	

	284
	Record
	
	
	

	
	
So you learn
	
	
	


